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Since reform and opening up in China, especially since the implementation of 
《SME promotion law》in 2003, along the effectiveness of a series of national laws, 
regulations and policies, SMEs have achieved a rapid growth. SMEs are playing an 
important strategic roles in the development of domestic economy by increasing 
employment opportunities, promoting technical innovation, accelerating industrial 
restructure. Meanwhile, the SME financing business of HP branch has been 
continuously developed and gradually indicated an important direction of credit 
restructuring. However, due to some characteristics of SMEs, such as: small operation 
scope; weak capability of anti-risk; lower management level; poor financial credit 
status; limitation of product development, etc., it is more difficult for SMEs to obtain 
banks’ financing support, which not only restricts the development of SMEs, and also 
constrains the further expandability of SMEs’ financing business of HP branch. This 
article analyzed reasons of SMEs financing restrictions caused by banks and 
enterprises respectively with reference to “finance Gap” theory. The major financing 
channels for SMEs were introduced. The article also described the background of HP 
branch speeding up the development of SMEs’ financing business, including the 
strength、weakness、 threats and opportunities. The market segmentation was 
positioned with defining target market and customers. The sales strategy and tactics 
were developed in the areas of product, price, place and promotion. It was also 
suggested to enhance customer service, including optimizing customer experience, 
developing comprehensive service product, exploring existing customers’ needs by 
taking advantage of macro data. The overall proposal supports HP Branch to speed up 
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第一章  绪论 
第一节  研究背景和目的 
HP 支行是工商银行上海市分行下辖一级支行，截至 2012 年底，本外币存款








































第二节  研究方法和研究内容 
本文借鉴了PEST模型对HP支行中小企业融资业务的宏观环境和竞争环境进
行分析；随后，运用 SWOT 模型分析了 HP 支行的优势劣势、机会和威胁，并提出
HP 支行应选择的策略；本文还运用市场营销 STP 理论对中小企业融资市场进行
了细分，并对 HP 支行的目标市场目标客户进行选择和定位； 后，本文运用市
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    1997 年召开的党的 15 大确定了以公有制为主体，多种所有制经济共同发展
的基本经济制度，随着一系列法律法规的颁布实施，为中小企业创造了广阔的发
展空间。1997 年 1 月 1 日，《中华人民共和国乡镇企业法》正式实施，2000 年 1
月 1 日《中华人民共和国个人独资企业法》以及《关于鼓励和促进中小企业发展
的若干意见》开始实施。2002 年 6 月，全国人大常委会审议通过了《中小企业





2003 年 2 月，国家计委、国家经贸委、财政部和国家统计局联合发布“中小企
业标准”，根据职工人数、销售额、资产总额三大指标，并结合行业特征对中小
企业进行分类。2005 年国家制订了《关于鼓励支持和引导个体私营等非公经济










































行业   营业收入（万元） 从业人员（人） 资产总额（万元） 
农、林、牧、
渔 
中型 500-20000 以下 / / 
小型 50-500 以下 / / 
微型 50 以下 / / 
工业 
中型 2000-4000 以下 300-1000 以下 / 
小型 300-2000 以下 20-300 以下 / 
微型 300 以下 20 以下 / 
建筑业 
中型 6000-80000 以下 / 5000-80000 以下 
小型 300-6000 以下 / 300-50000 以下 
微型 300 以下 / 300 以下 
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